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1991 INDEX OF ARTICLES’ FEATURES 


Because MANA wishes to meet the needs of agents and manufacturers by providing them with as much resource material as pos- 
sible, it is our intent here to make available to you, previous issues of Agency Sales or copies of individual articles listed at minimal 
costs. Back issues of Agency Sales (call MANA for availability) are $5.00 each. Copies of individual articles and/or the corre- 
sponding Research Bulletin (if printed in that form) are $1.50 each to MANA members and $3.50 each to non-members and Agency 
Sales subscribers. California residents/business locations; please add 7.75% sales tax to your order. All orders must be accompanied 
by a check payable to MANA in U.S. dollars drawn on a U.S. bank or International Money Order for U.S. dollars. Ten dollar charge 
on all checks returned from the bank. For more information contact MANA, (714) 859-4040. 


JANUARY 


Features 
Compensating Agents For Pioneering New Products, page 4 
How To Make Sales Without Cold Calls, John R. Graham, 
page 11 
Agents Tell Their Secrets Of Hiring Successful Sales- 
people — From checklists to personal profiles, each has a 
technique to share, page 15 
Creating Job Descriptions For Growing Sales Agencies — 
Job specifications are an important tool when planning for 
agency growth, page 23 
Robert Gillen Solves The Principal Mystery — MANA 
members reveal what makes a principal special, page 29 
Principal Report Card Helps Agency Allocate Time Effec- 
tively — Garber Engineering develops rating system that 
enhances selling efficiency, John Garber, page 33 
Being An Agent Means Being Professional — And it means 
dodging the flack when it comes your way, Rex Fraley, 
page 40 
Voice Mail — Boon Or Bane?, A. Frustrated Salesman, 
page 46 
Can Your Business Win The Casualty Insurance War and 
Your IRA Can Be Your Private Finance Company, Irving L. 
Blackman, CPA, page 53 
Sales Agency Management #19 — Setting Performance 
Standards For Agency Employees, page 54 


RepLetter 
Agents Can Help You As Markets Shift 


Lead Time Changes Brought More Business 
Sales Meeting That Isn’t A Sales Meeting 
The Agent Who Wasn’t There 


Should You Encourage Your Agents To Compete With 
Each Other? 


Agent Doesn’t Take A Good Line — Here’s Why 
Don’t Neglect The Family In A Family Agency 


Consider Your Sales Agencies When You Create Your 
National Advertising 


Some Tips For Your Agents If They Sell To Distributors 
Who’s On First? 

The One Factor That Makes Manufacturers Stand Out 
Solve Agent Problems Quickly 


FEBRUARY 


Features 
Business Law For Manufacturers And Agents: Contract 
Negotiation/Ten-Step Strategy, Alvin G. Greenwald, page 4 
Roland Oliver Solves The Principal Mystery — An agent 
who doesn’t do things by halves, page 16 
Your Letters Can Build Business, Denton Harris, page 24 
Twelve Rewards Of Becoming A Powerful Listener, Don- 
ald W. Caudill and Danny L. White, page 29 
The Marginal Producer, Herb and Jeanne Greenberg, page 
34 
More Insurance Dollars For Your Family — Less For the 
IRS, Irving L. Blackman, page 38 
Up-Front Discussions About Existing Business Gets Agents 
And Manufacturers Off On The Right Foot — No one 
likes surprises, page 39 
Training Agency Salespeople #7 — How To Second-Guess 
Your Prospect, page 52 
When Your Son Or Daughter Doesn’t Want To Be An 
Agent — Strategies for developing a successor, page 57 
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RepLetter 
How To Interview A Prospective Agent 


How Much Should You Tell A Prospect When Following 
Up Sales Leads? 


Your Office Is A Marketing Tool 


Why Some Agents And Manufacturers Stick Together 
For Years 


Using Agents To Sell To Distributors 

Whatever Happened To The Telemarketing ‘‘Revolution’’? 
Making The Best Use Of Competitive Information 

Design Your Trade Show Exhibit With People In Mind 
Don’t Confuse Agent Compensation With Agent Motivation 


MARCH 


Features 
Newsletters: The Secret Weapon For Building Loyalty, 
page 5 
How To Develop An Effective Communication Style On 
The Telephone, Amin M. Bina and Brian H. Kleiner, page 12 
John Stukenberg Solves The Principal Mystery — MANA 
members reveal what makes a principal special, page 16 
Direct Mail: A Promotional Tool That Can Be Used Many 
Ways — MANA members tell why and how they make it 
work for them, page 19 
How To Get And Use Mailing Lists — The right list is as 
important as the right offer, page 27 
Using The Mails For Better Sales Promotions, Tania An- 
tonoff, page 31 
Members Of The Light Brigade Are Putting Humor To 
Work . . . And Laughing All The Way To The Bank, 
Brian Wiersema, page 34 
Finding The Right Money Manager, Douglas E. Parker III, 
page 39 
Sales Agency Managemem #20 — How To Give Instruc- 
tions, page 42 
Agents Tell What They Like About Their Favorite Prin- 


cipals — And they report on the knock-out factors, too, 
page 57 


RepLetter 
Keeping Your Agents Up-To-Date 


Controlling Costs — A Key Issue With Most Manufacturers 
The Decade Ahead 

Why Agent-Manufacturer Relationships Go Sour 
Building A Successful Agency Recognition Program 

One Manufacturer’s View Of Agents — Integrity Is Critical 


Manufacturer Appoints Retired Executive As Agent Am- 
bassador-At-Large 


Use Electronic Mail To Distribute Your Agent Newsletter 


APRIL 


Features 
You Can Do More With A Business Card Than You Might 
Think — For one thing, you can print them on something 
other than paper, page 4 
Independent Contractors Coming Under Close IRS Scru- 
tiny — The search for more taxes may lead to you if you 
aren’t scrupulous about your dealings with principals and 
sub-agents, page 9 
You And The Statutory Employee . . . And The IRS, page 14 
Split Commissions: It’s How They Are Applied That Counts 
and The 1990 MANA Split Commissions Survey, page 18 
The President And The Sales Manager — An agent’s view 
of dealing with people who have different perspectives, 
page 35 
Courtesy In Industry, Bill Dunne, page 54 
Employee Handbooks, E. Kenneth Snyder, page 55 
How To Advertise For Agents — Tell the whole story, 
but . . ., page 58 
Planning A Plant Tour — Manufacturers, a plant tour for 
your agents is a powerful sales tool, page 61 
How To Avoid A Tax Audit and How To Avoid A Tax 
Disaster When Transferring Your Business, Irving L. Black- 
man, CPA, page 64 


RepLetter 
Service Is Even More Important In A Slow Economy 


Don’t Rely On Informal Communication With Your Agents 
When The Stakes Are High 


Working With An Agent Who Is A Former Employee 
Management By Example — How To Get The Most Of Your 
Agencies 

Visibility Is A Key To Getting Quality Time From Your 
Agents 

Agents Like Their Principals To Be Decisive Decision- 
Makers 

Making Agency Meetings Count 

Money Versus Praise 


Organizing A Task Force To Help Agents In Special Sit- 
uations 


Teach Your People How To Present To Agents 
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MAY 


Features 
Jim Currie Solves The Principal Mystery — The five star 
principal, Jim Currie, page 4 
The Practical And Tax Considerations Of Mergers, George 
D. Webster, page 12 
Mergers From A Personal Perspective — When com- 
panies merge, people considerations are critical, page 19 
Starting From Scratch — Manufacturers: Here’s how to 
start from square one with agents, page 27 
Doing Business During A Downturn — For agents and 
their principals, flexibility is the key, James J. Gibbons, 
page 38 
A Strategy For Recovery, page 41 
License To Advertise — Agent auto tags tell the story, page 
50 


The Real World Of The Entrepreneur, Leon A. Danco, 
Ph.D., page 60 


RepLetter 


Product Differentiation And Manufacturers’ Agencies 


Company History Helps Agents Sell Manufacturers’ Prod- 
ucts 


What To Buy . . . How To Buy It 

Sample Kits That Agents Don’t Use 

Sample Kits That Agents Do Use 

The Agent-Manager And The Agent Salesperson 

No Two Agents Are Alike 

Spot Training Gets Results 

Manufacturer Helps Promote Local Agent Trade Shows 
Small Manufacturer Knows How To Get Good Agents 
Day To Avoid 


JUNE 


Features 
Success Is Being Flexible — Roger Markle spotted the 
trends, gambled and won, page 4 
Building An Agency By Looking Around, James J. Gib- 
bons, page 11 
Small Business Legislative Council Takes Stand On Three 
Issues That Are Important To MANA Members, James J. 
Gibbons, page 15 
Business Protocol — Is the customer, agent or principal 
always right?, page 16 
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MANUFACTURERS AGENCIES 
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Yes, | would like to try Agency Sales Magazine. Please enter my subscription and send me the FREE Research 
Bulletin, Survey of Sales Commissions. | understand that | may cancel my subscription after the first three issues 
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Someone With Enough: The Business Owner, Leon A. 
Danco, Ph.D., page 22 

Investing For The Future — MANA members tell how 
they invest, page 25 

Manufacturer Lauds Regional Trade Shows, page 31 

Are You Making The Most Of ‘Value Added’? — The 
world’s top producers use this concept to differentiate their 
offerings, increase profits, Dirk Beveridge, page 33 

Leads Are Sales That Someone Is Going To Get — Make 
That Someone . . . You!, Richard W. Erschik, page 42 
Special Incentives For Special Efforts — Some agents find 
them helpful, others don’t, page 49 


You Can't Afford To Live Or Die Without The Proper Tax 
Advice, Irving L. Blackman, CPA, page 59 


RepLetter 
Six Mistakes Manufacturers Make With Agents — And 
How to Avoid Them 


Making Direct Mail Work 

Pitch Books For Agents? Why Not? 

More Bang For Your Advertising Buck 

Sales Manager Uses Job Analysis To Screen Agents 


Make a Good First Impression When You Interview Po- 
tential Agents 


Sales VP Blows His Own Horn . 
Now’s The Time To Do It Better 


. - And Agents Love It 


Features 
Shareware — A great source of inexpensive software for 
agencies, page 5 
Computerize Now!, Chris Dikmen, page 8 
Computers That Travel With You — Laptops, palmtops 
and computers that work with a pen, page || 
Preventing Computer Ripoffs, Joseph Arkin MBA, CPA, 
page 19 
MANA Survey Report: The Multi-Person Agency, page 26 
MANA Members Tell Why They Run Multi-Person Agen- 
cies — The benefits accrue to agents, principals and cus- 
tomers, page 31 
How To Use A Database In Your Business, Chester Peter- 
son, Jr., page 43 
The General Magnetic Rep Council — Never look a gift 
horse . . ., Dave Griggs, page 46 


The Founder’s Restless Family, Leon A. Danco, Ph.D.. 
page 52 


RepLetter 
The Six Factors Of Agency Satisfaction 


Trying To Sell Everyone May Be A Mistake 
Recruiting Agents At Trade Shows 


An Agent’s Product Knowledge Can’t Exceed The In- 
formation You Give Him Or Her 


Manufacturer Streamlines His Agency Sales Meetings 
A Manufacturer’s Dilemma 

When Agencies Merge 

Should You Send Ad Leads Directly To Distributors? 
Selling Styles; One Size Does Not Fit All 

Military Secrets Applied To Selling 


AUGUST 


Features 
MANA Member Ben Dixon Remembers A Manufacturer 
Who Backed Him Up When The Going Got Rough — The 
plaque he gave tells only part of the story, page 4 
MANA Survey Report: Fax Machines — MANA members 
find the fax a very practical tool, page 11 
Fax Facts — It pays to shop around and know about the 
equipment, page 15 
MANA Members Tell How They Use Their Copying Ma- 
chines — A good copying machine can do a lot more than 
just make file copies, page 21 
Use Low Cost Direct Mail — Increase your sales, strengthen 
vital business relationships, Richard Amelar, page 26 
How To Survive The Postal Rate Increase, Henry Proven- 
cio, page 30 
Al Keeneth: A Case History In How To Build Sales Agency 
Continuity — It takes planning and good people, page 36 
MANA Members Tell Why They Run Multi-Person Agen- 
cies (Part Il) — The benefits accrue to agents, principals 
and customers, page 42 
They're Back! Taxes Again!, Mark E. Battersby, page 50 
The ‘*Prisoners’’ Of Family Business, Leon A. Danco, 
Ph.D., page 63 


RepLetter 
Testing The Training You Provide Your Sales Agencies 
Who Sells Who? 
Rep Councils Can Be Especially Helpful In Tough Com- 
petitive Situations 
When You’re The New Kid On The Block 
Manufacturer Disappointed On Field Sales Trip 
Power Speakers At Your Sales Meeting? 
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Manufacturer Uses Interms To Qualify Sales Leads For 
Agents 


Evaluating Agencies 
Establishing Commission Rates 


SEPTEMBER 


Features 
MANA Member Picks Up The Pieces After Tornado Strikes 
Business And Home, page 4 
Manufacturers Reveal The Key Questions They Ask 
Prospective Agents — Manufacturers are seeking more 
than just aggressive agencies . . . They are seeking effec- 
tive partners, page 6 
Exporting For MANA Members — Agents and manufac- 
turers can take advantage of today’s excellent opportuni- 
ties, page 17 
MANA And The Small Business Legislative Council (SBLC) 
— A history in common. . . and common goals for all 
members, page 20 
The Customs Of Customers — Know the culture of your 
offshore customers, page 29 
MANA Is The American Member Of IUCAB — Interna- 
tional association fosters world-wide aims of agents and 
brokers, page 42 
President Bush Applauds Independent Business, page 43 
Working From Home . . . Working At Home — MANA 
members talk about their experiences with home offices, 
page 50 
The Present Is Prologue To Tomorrow, Leon A. Danco, 
Ph.D., page 62 


RepLetter 
How Big Should Your Agency Team Be? 


Local Trade Shows . . . Who Pays For What? 


The Local Agent — Other Agents May Think He Has The 
Home-Field Advantage 


Agents Need More Than Product Knowledge From You 


Is Your Line Still As Attractive To Your Agents As It 
Was Earlier? 


I’m In Charge Here! 
Sales Manager Balks At Switching To Agents 
Encouraging Your Agencies To Compete With Each Other 


Problem-Solving Meetings Are Different Than Other 
Meetings 

Include Your Agents In Your National Directory Adver- 
tising 

Do You Help Your Agents Get Other Lines? 


OCTOBER 


Features 
Lois Colcock Carries On A Family Tradition — Started 
in 1926, the Colcock Agency is a three-generation tradi- 
tion in the northwest, page 4 
Looking Good! — When you look good, you feel good. 
When you feel good, you sell better, page || 
Women’s Business Clothing Becoming Less Conservative 
— Suits are still popular, but other styles are now accept- 
able, page 14 
MANA Survey Report: Trips To The Field . . . Manu- 
facturers And Agents Tell Who Pays For What, page 18 
What Are The Qualities Of A Sales Representative That 
Customers Value Most? — There have been major shifts 
in attitude in the last four years, page 24 
Every Agent Should Have A Customer Service Depart- 
ment — Solo or multiperson, you can’t afford to disregard 
the services customers demand, page 27 
How To Retire Without Selling Your Business and Estate 
Planning Can Give Current Income Deduction, Irving L. 
Blackman, CPA, page 42 
Territory Management For The Growing Sales Agency — 
Even with one person in the field, you need to plan and 
manage territory, page 58 
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RepLetter 
Tight Money Means That Credit Plays A Bigger Part In 
Sales 


When A Manufacturers’ Agent Becomes A Manufacturing 
Agent 
Good Agents Are Loners. True Or False? 


Will Your Line Always Be As Attractive To Your Agents 
As It Is Now? 


Manufacturer Refuses To Recommend His Agent 
Who’s In Charge? 

Is Your Christmas List Up-To-Date? 

Manufacturer Appoints Agency — Keeps It A Secret 


How Much Do You Tell A Prospective Agency About Your 
Business? 


Distributor Complains That Manufacturer Doesn’t Follow 
Up 


NOVEMBER 


Features 
3D, Inc. Markets Environmentally Safe Products Through 
Agents — Former agent turns manufacturer, Scott William- 
son, page 4 
Agents Key To 3D Growth — MANA members work closely 
with Brad Milier, Scott Williamson, page 7 
Copyrights, Patents, Trademarks And The Manufac- 
turers’ Agent — The laws are there to protect you . . . and 
the rights of others, John W. Hazard, Jr., page 13 
Inventory Control As A Sales Tool — Helping smaller 
customers order in economic quantities can give you a 
competitive edge, page 23 
Rep Councils — To Succeed, Everyone Must Work At It, 
page 30 
1991 MANA Membership Directory Supplement, page 43 


RepLetter 
A Pat On The Back Helps Agents Grow 
Manufacturer Stumbles In Selling Overseas 
Expanding An Agent’s Territory Helps Everyone 
Manufacturer And Agent Clash Over Trade Show Par- 
ticipation 
Advertising Inquiries From Customers Are Just As Valu- 
able As Those From Prospects 


Manufacturer Teaches Marketing Course . . . Builds Busi- 
ness 


Holding Sales Meetings When Budgets Are Cut 


Agents Claim That Smaller Companies Respond Faster To 
Market Changes 


DECEMBER 


Features 
Giving Business Gifts — Hints for last minute gift shop- 
ping, page 5 
Trade Shows — Pro And Con — How to decide when — 
and when not — to exhibit, page 9 
How To Budget Realistically For A Trade Show — Hidden 
costs can eat up your budget quickly, page 13 
Putting On The Ritz: Creating A Successful Trade Show 
Exhibit — How can you outshine your competition and 
attract a crowd of potential customers?, Margaret Sanders, 
page 25 
Regional Shows A Boon For Area Agents, Ken Comer- 
ford, page 29 
Which Show Is The Right Show? — With so many trade 
shows to choose from, making the right choice is critical 
for success, page 31 
Don’t Waste Trade Show Time — Identify And Qualify 
Prospects Quickly, page 35 
Getting The Best Bang For Your Buck — Employee Plans, 
Irving L. Blackman, CPA, page 38 
Study Reveals Trade Show Attendees Remain High In 
Quality And Buying Activity — Exhibitor performance 
and efficiencies follow suit, page 43 
Purchasing Management Trade Show Features Many 
MANA Member Exhibitors — Many have exhibited for 
years, David Griggs, page 45 
Split Commissions — Another Perspective — Barry Meyers 
looks at the problem as an agent selling to rental and con- 
struction equipment dealers, page 54 


RepLetter 
Selling The Agency Method Of Selling To Your Manage- 
ment 


Getting The Technical Word To The Field 

Sales Manager Loves Agent Complaints 

Looking For The ‘‘Perfect’’ Agency 

Agency Gets High Marks For Caring 

Rejected Idea Leads To Major Increase In Business 
Local Stock Can Give You A Competitive Advantage 
Agent Drops Line When His Territory Is Split 
Watch For This Independent Contractor Pitfall 
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